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ABSTRACT 
This research deals with practice imaging as to the outer appearance of an optometric practice. It 
is based on a survey utilizing scenario questions and a socioeconomic profile which was presented 
to three populations; general public, undergraduate college students and first year optometry 
students. The subjects solved the scenarios which dealt with typical patient "problems", by 
choosing one of the six pictures which represented various office buildings. 
It is concluded that outer office appearance Is a factor in attracting patients. In addition, the 
services that are needed, for example contact lens services or a new frame, play a major influence as 
to the type of office a pa,tient chooses. 
i 
INTRODUCTION 
Choosing just the right suit for that first job interview, selecting the right appearance 
for the talk before the PTA, or wearing the correct attire to influence a client has been 
researched by John T. Molloy and described in his popular book, "Dress for Success". We 
are told not to judge a book by it's cover, however first Impressions do play an important 
role in todays society. We hate to admit it, but we often judge people by their appearance. 
How one dresses determines how others respond to you. Those who dress right are felt to be 
' 
more successful. A question that follows, then, do people respond to professional offices due 
to the outer appearance - the "dress"? In casual observation, one is aware of the variety of 
building exteriors. For instance, bank buildings are designed and situated differently than a 
medical clinic or a convenience store. Each has its own style and individualized image, so it 
may attract a particular segment of the population. It is this image which will portray the 
kinds of services/goods that are provided. 
This research deals with the imaging as to the outer appearance of an optometric office. 
We feel that "dressing an office" is an important aspect of an optometric practice, In 
attracting the optimal patient clientele. For it is the outside appearance that gives the 
patient their "first impression" thus influencing their choice of office. 
Those who visit the optometrist come from a broad representation of the public. We also 
set out to determine how various segments of the population might respond, one office over 
another, based upon outer appearance. Still another variable to be considered is the nature 
of the professional services needed. That is, if services pertaining to eyewear is the need, 
would the choice of office be different as compared to services for visually related reading 
difficulties, or an inflammed eye? 
1 
The population groups used in our study were presented with a questionalre form 
consisting Of six scenario questions and a socioeconomic profile. The six scenario questions 
extended from general eyeglass repair to a scenario dealing with more serious ocular 
symptoms. Each subject was to read the scenerio question, and through the observation of 
six pictures of various office buildings, select the office they would choose to solve that 
problem. The study included three population groups; general public, undergraduate college 
students, and first year optometry students. A socioeconomic profile was taken on each 
subject as a means of assessing these variables on office choice. 
Results of this study can aid optometrists in determining the most "successful" office 
appearance. 
2 
METHODS 
Our method of research was to interview various population groups; general public, 
beginning optometry students, and undergraduate college students. The only explanation 
given to the subjects was that they would be viewing some photographs, and then 
answering questions. No other explanation regarding the purpose of the research was 
given. 
The subjects in each of the three groups were presented with the same questionaire, 
socioeconomic profile and photographs. Each subject was to read the scenario questions 
and by viewing photographs of the outer appearance of an office ( labelled #1, #2, #3, 
#4, #5, #6), choose which they felt would best solve the scenario question (problem). 
The six scenario questions were arranged in a multiple choice style with each 
representing a flavor or theme of optometric care. (refer to page 5 for scenario 
questions.) The socioeconomic profile included age, gender, education level, income 
level, marital status, occupation, address and whether or not the subjects had eye care 
insurance. ( refer to page 6 for socioeconomic profile.) The information gained through 
the profile aided in determining if these variables influenced a person in choosing a 
particular office for their eye care . 
The six photographs of office buildings were all typical of what could be an optometric 
office. They were chosen to represent two major categories of the eyecare provider. 
Three of the photographs portrayed an emphasis on clinical services, while the remaining 
three emphasized the sale of eyewear. 
3 
Photograph #1 typifies a chain-franchise operation. It Is located on street level , 
on a corner of a busy downtown street that has heavy pedestrian traffic. The optometrist 
office is entered via a side door located on an alley. 
Photograph #2 represents a suburban clinical office. It Is a lightly stained wood, 
two story building with a paved walk way and landscaped surroundings. This clinical 
setting has a main entrance and foyer and gives the impression it includes several 
practitioners. 
Photograph #3 is a street level, store front optical and optometrist shop. In the 
front window, products are displayed amongst many "prices reduced" and promotion 
signs. Upon close examination of the photograph one can see that the eye examiner is 
examining a patient off to the right side of the frame shop, in full view of the public. 
Photograph #4 is an isolated one story street level clinic building. The exterior 
trim is a wood facade with brick trim. It appears as though one or two _optometrists could 
occupy this office. 
Photograph #5 is a store front optical shop. It is located on a downtown street, that 
is a popular pedestrian area. Frame products are displayed in the window, however there 
are no price displays. 
Photograph #6 is a one-story clinic setting, that Includes various health 
professionals each as a single practioners office. Parking is centered within the building 
complex. 
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Scenerio questions 
Imagine yourself in the following situations and select one office for each question. 
1. You have worn glasses for many years and now you would like contact lenses. Which 
office would you go to? 
Office: 1 2 3 4 5 6 
2: You have broken your only pair of glasses and you need to get them repaired. Which 
office would you go to? 
Office: 1 2 3 4 5 6 
3. For the past two days your eyes have been red and swollen, and have been very itchy. 
Which office would you go to? 
Office: 1 2 3 4 5 6 
4. Since your glasses look old and outdated, you decide that you're ready for a new 
fashion change. Which office would you go to? 
Office: 1 2 3 4 5 6 
5. You have a child in the third grade, who according to the teacher is having problems 
in reading and writing skills. The teacher has suggested an eye examination. Which 
office would you go to? 
Office: 1 2 3 4 5 6 
6. Your eyes have never given you any problems, but just recently you notice that your 
distance vision isn't as clear as it used to be. Which office would you go to ? 
Office: 1 2 3 4 5 6 
5 
Socioeconomic Profile 
1.Age 
a. -14-24 year 
b. 25-44 years 
c. 45-64 years 
d. 65 and over 
3.Sex 
a. male 
b. female 
5. Health insurance- eyecare 
a. yes 
b. no 
7. Family income per year 
a. under 5,000 
b. 5,000-9,999 
c. 10,000-14,999 
d. 15,000-19,999 
e. 20,000-24,999 
f. 25,000-34,999 
g. 35,000-49,999 
h. 50,000 and over 
2. Highest Education Level 
a. highschool graduate 
b. vocational/tech. school 
4. Marital status 
a. single 
b. married 
6. Occupation 
8. Address-town/zip code 
6 
The subjects who took part in our research were grouped into Into three population 
sets; general public, first year optometry students, and college students in a freshman 
psychology class. 
General Public Population: 
The general public population set consisted of 72 subjects, individuals found at a public 
vision screening he.ld in a shopping mall located in Washington County. People who were 
finishing with the · vision screening and shoppers in the mall were asked to participate. 
Though there were 72 subjects, not all gave complete responses (see tables that follow). 
Forty subjects were between ages 25-44, 11 between 14-24, 15 between 45-64, and 5 
subjects in the age group of 65 and over. The educational levels also ranged, with half of 
the subjects having four or more years of college (37 subjects}, 21 subjects in the 
category of college two years, 11 as high school graduates and 2 subjects in the 
vocational/technical training category. There was 46 females and 26 males, 42 married 
people, and 27 single people. Forty-two subjects had health insurance that covered eye 
care, while 29 of the subjects did not. The income levels of the general public ranged, 17 
subjects . in the income bracket of $25,000-34,999, 14 subjects in the $50,000 and 
over bracket, 11 subjects at the $20,000-24,999 level, 10 in the income bracket of 
$10,000-14,999, while the remaining were scattered in the rest of the income brackets. 
The occupations of the subjects In the general public varied from nurses, college 
professors, to housewives, busboy, accountants, engineers, social workers, secretaries, 
clergy, office managers, and automobile technicians. These subjects came from places such 
as, Portland (population=419,81 0), Hillsboro (population= 31 ,390}, Eugene 
(population= 1 07,485), Forest Grove (population= 12,000), Tigard (population= 
7 
GenPub 
GENERALPUBUC 
Age 14-24 n=11 1 2 3 4 5 6 Female n=46 1 2 3 4 5 6 
01 1 8 73 0 0 0 0 01 9 76 7 2 0 7 
02 27 27 27 0 1 8 0 Q2 1 1 26 30 2 20 9 
03 0 73 0 9 0 1 8 Q3 0 72 4 2 2 20 
04 1 8 36 0 0 45 0 Q4 1 3 35 9 0 28 1 3 
05 0 100 0 0 0 0 Q5 4 72 0 2 0 2 
06 9 91 0 0 0 0 Q6 1 1 76 0 2 2 9 
Age 25-44 n=40 1 2 3 4 5 6 Male n=26 1 2 3 4 5 6 
01 8 80 5 3 3 3 01 8 73 8 4 4 4 
02 1 0 33 30 0 23 8 02 23 1 5 23 0 31 8 
03 0 73 3 8 3 1 3 Q3 0 69 4 1 2 4 1 2 
04 20 28 1'3 3 30 5 Q4 23 1 9 1 2 4 35 8 
05 5 ' 70 .3 5 3 1 0 Q5 8 62 4 4 4 1 5 
06 1 0 68 5 8 0 8 Q6 4 46 1 5 8 4 1 5 
Age 45-64 n=15 1 2 3 4 5 6 Insurance n=42 1 2 3 4 5 6 
01 7 87 7 0 0 0 01 1 0 69 1 0 2 0 1 0 
02 33 7 20 7 27 7 02 1 2 29 24 0 21 1 4 
03 0 73 0 0 7 20 Q3 0 64 5 7 5 1 9 
Q4 1 3 27 1.3 0 27 20 Q4 1 0 29 1 2 2 31 1 4 
05 7 67 0 0 0 20 Q5 7 62 2 2 0 1 9 
06 0 53 1 3 0 7 20 Q6 1 2 52 7 5 2 1 9 
Age 65 over n=5 1 2 3 4 5 6 No insur. n=29 1 2 3 4 5 6 
01 0 20 20 0 0 60 01 7 83 3 3 3 0 
02 0 0 40 0 20 40 02 2 1 1 0 34 3 28 0 
Q3 0 20 ~! 0 0 20 40 03 0 79 3 3 0 1 0 
Q4 0 20 ,0 0 20 40 Q4 34 21 7 0 34 3 
Q5 20 0 0 0 0 60 Q5 3 79 0 3 3 1 0 
06 20 20 0 0 20 40 Q6 3 86 3 3 3 0 
Single n=27 1 2 3 4 5 6 Married n=42 1 2 3 4 5 6 
01 1 1 74 1 1 0 0 4 01 7 81 5 2 2 5 
02 1 5 22 33 4 1 9 7 Q2 1 7 1 9 24 0 31 1 2 
03 0 70 4 4 0 22 Q3 0 71 5 5 2 1 4 
Q4 1 9 26 4 0 37 1 5 Q4 1 7 31 1 4 2 29 7 
05 0 78 4 4 0 1 5 Q5 7 60 0 2 2 1 7 
06 7 74 4 4 0 1 1 Q6 7 62 7 5 5 1 2 
8 ' 
GenPub 
education level 
Highschool n=11 1 2 3 4 5 6 Vocational n=2 1 2 3 4 5 6 
a1 1 8 45 1 8 0 0 9 a1 50 50 0 0 0 0 
Q2 9 9 271 0 27 1 8 Q2 0 0 50 0 50 0 
a3 0 45 9 9 0 27 Q3 0 100 0 0 0 0 
Q4 9 9 0. 0 45 27 04 50 50 0 0 0 0 
as 0 55 01 0 0 27 Q5 0 100 0 0 0 0 
Q6 9 55 0 0 9 1 8 Q6 50 50 0 0 0 0 
College 2yrs. n=21 1 2 3 4 5 6 Colleae 4+ n=37 1 2 3 4 5 6 
a1 1 0 76 5 5 5 0 a1 8 84 8 0 0 3 
a2 1 9 29 1 9 5 29 0 Q2 1 6 24 24 3 1 9 5 
a3 I 0 62 5 5 5 24 Q3 0 78 3 3 0 24 
Q4 1 4 · 38 1 4 0 24 1 0 04 1 9 1 9 3 0 27 1 6 
a5 5 71 0 5 5 1 0 Q5 3 57 3 3 0 1 6 
Q6 1 0 71 ,:s 5 0 5 Q6 3 84 3 3 0 8 
<5000 n=3 1 2 3 4 5 6 15000-19999 n=3 1 2 3 4 5 6 
a1 0 1 00 0 0 0 0 a1 0 67 67 0 0 0 
a2 33 33 0 0 0 0 Q2 0 67 67 0 0 0 
Q3 0 1 00 0 0 0 0 Q3 0 1 00 0 0 0 0 
Q4 67 33 0 0 0 0 04 0 67 0 0 0 0 
as 0 1 00 0 0 0 0 Q5 0 1 00 0 0 0 0 
Q6 0 100 0 0 0 0 Q6 0 1 00 0 0 0 0 
5000-9999 n=4 1 2 3 4 5 6 20000-24999 n=11 1 2 3 4 5 6 
a1 0 75 0 0 0 25 a1 27 55 9 0 0 9 
Q2 25 0 50 0 25 0 Q2 9 45 1 8 0 9 1 8 
a3 0 25 0 0 25 50 Q3 0 73 0 1 8 0 9 
Q4 25 0 .0 25 0 25 04 1 8 1 8 9 9 45 0 
a5 50 50 0 0 0 0 Q5 0 82 ·0 9 0 9 
Q6 25 50 ·o 0 0 0 Q6 1 8 55 0 9 9 9 
10000-14999 na10 1 2 3 4 5 6 25000-34999 n=17 1 2 3 4 5 6 
a1 0 90 0 0 0 1 0 a1 1 2 76 6 0 6 0 
a2 20 0 50 I 0 20 1 0 Q2 24 1 2 29 6 24 6 
Q3 0 70 .() 0 1 0 20 Q3 0 71 6 0 0 1 8 
Q4 1 0 40 0 0 30 20 Q4 1 2 24 1 8 0 29 1 8 
a5 0 80 0 0 0 20 Q5 0 59 6 0 6 24 
06 , 0 70 1 0 0 0 20 Q6 0 65 6 6 0 1 8 
! 
: 
~ 
9 
GenPub 
35000-49999 n=7 1 2 3 4 5 6 >50000 n=14 1 2 3 4 5 6 
01 0 71 1 4 1 4 0 0 01 7 79 0 0 0 7 
Q2 1 4 29 29 0 1 4 1 4 02 7 21 21 0 36 7 
03 0 43 1 4 1 4 0 29 03 0 79 0 0 0 1 4 
Q4 0 29 0 0 57 1 4 Q4 1 4 36 1 4 0 21 7 
Q5 0 43 0 0 0 29 Q5 1 4 64 0 0 0 7 
Q6 0 57 1 4 0 1 4 0 Q6 1 4 57 7 0 0 1 4 
10 
23,335), Beaverton (population= 36,235). 
Each subject was seated at a table, one at a time where they viewed the six 
photographs, which were displayed on a _large blue card board backing. Each photo was 5 
inches by 7 inches in size. All the photographs were visible at the same time. 
First Year Optometry Student Population: 
The second population consisted of 83 first year optometry students (see tables that 
follow). This group of subjects was done in the early part of their first semester. As to 
age distribution, 62 were in the 14-24 range, while the remaining 21 were in the age 
group of 25-44. Twenty-two subjects fell into the college 2 years and the remaining 61 
subjects were in the category of college 4 years or more. There were 56 males and 26 
females. Fifty-five of them were single and 27 were married. Health insurance that 
covered eye care was held by 43 and 39 did not have eye care health coverage. 
Parental/family income was used and we found the subjects were scattered across the 
income levels. The students had all come from different parts of the United States, but 
since they were all students of the college, they presently lived in Forest Grove. 
These subjects were presented with slides instead of photographs, in a group setting. 
After reading each scenario question, the six slides of the office buildings, were presented 
in successive order. They were repeated for reinforcement. 
College Student Population: 
The third group of subjects consisted of 82 college students from a freshman 
introduction to psychology class (see tables that follow). Most all the subjects (79) fell 
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OPT (%age) 
Female n=26 1 2 3 4 5 6 Male n=56 1 2 3 4 5 6 
01 0 73 0 8 0 1 9 01 2 73 0 7 0 1 8 
02 4 23 35 0 27 1 2 02 1 8 1 6 1 4 1 1 21 1 6 
03 0 81 0 0 0 1 9 03 2 61 2 1 1 0 25 
Q4 1 2 46 4 0 35 4 Q4 9 38 5 9 32 4 
05 0 54 0 8 0 35 Q5 4 55 0 1 6 0 25 
06 4 54 0 1 2 0 27 06 5 54 0 1 3 2 1 8 
Single n=55 1 2 3 4 5 6 Married n=27 1 2 3 4 5 6 
01 2 73 0 9 0 1 6 01 0 78 0 4 0 1 9 
02 1 1 1 3 27 7 24 8 02 22 30 1 1 7 1 9 1 1 
03 2 67 2 7 0 22 03 0 70 0 7 0 22 
Q4 9 42 5 7 31 5 Q4 7 37 4 4 33 4 
05 4 55 0 1 3 0 29 Q5 0 59 0 1 1 0 26 
06 7 53 0 1 6 2 1 6 106 4 59 0 4 0 22 
' 
lnsur. n=43 1 2 3 4 5 6 No insur. n=39 1 2 3 4 5 6 
01 0 70 0 9 0 21 01 3 77 0 5 0 1 5 
02 1 2 1 4 1 9 9 26 21 · 02 1 5 23 26 5 21 1 0 
03 0 63 2 7 0 28 03 3 72 0 8 0 20 
Q4 9 33 5 9 33 904 8 49 5 3 36 0 
05 0 51 0 1 6 0 28 Q5 5 59 0 1 0 3 23 
06 2 51 0 1 4 0 26 06 1 0 59 0 1 0 3 1 8 
<5000 n=16 1 2 3 4 5 6, 20K-24999 n=9 1 2 3 4 5 6 
01 6 63 0 1 9 0 1 9 01 0 78 0 0 0 22 
02 0 1 3 38 0 38 602 33 22 22 0 22 0 
03 6 69 0 1 3 0 1 9 03 0 56 1 1 0 0 33 
04 6 50 6 6 38 004 1 1 44 1 1 0 22 0 
05 6 56 0 1 9 0 25 Q5 0 44 0 0 0 44 
06 6 25 0 31 6 3 1 06 1 1 44 0 1 1 0 1 1 
5K-9999 n=11 1 2 3 4 5 6 25K-34999 n=6 1 2 3 4 5 6 
01 0 1 8 0 0 0 27 01 0 50 0 0 0 50 
02 1 8 9 27 0 1 8 27 02 0 1 7 0 50 0 33 
03 0 73 0 0 0 27 03 0 33 0 1 7 0 50 
04 9 36 9 0 36 9 04 0 33 0 1 7 33 0 
05 0 64 0 0 0 36 Q5 0 33 0 1 7 0 33 
06 1 8 55 0 0 0 27 06 0 67 0 0 1 7 1 7 
12 
-1 OK-14999 n=10 A B c D E F 35K-49999 n=8 A B c o E" != 
01 0 90 0 0 0 1 0 01 1 3 63 0 1 3 0 1 3 
02 0 30 30 0 20 20 Q2 25 25 0 0 25 25 
03 0 60 0 0 0 40 Q3 1 3 63 0 1 3 0 1 3 
Q4 1 0 60 1 0 0 20 0 04 25 25 0 13 25 1 3 
05 0 70 0 1 0 0 30 Q5 1 3 63 0 13 0 1 3 
Q6 0 70 0 0 0 30 Q6 1 3 63 0 13 0 1 3 
15K-19999 n=5 1 2 3 4 5 6 >50000 n=15 1 2 3 4 5 6 
01 0 100 0 0 0 0 01 0 87 0 1 3 0 7 
02 40 20 20 0 20 0 Q2 1 3 20 20 1 3 33 7 
Q3 0 80 0 0 0 20 Q3 0 87 0 1 3 0 0 
Q4 0 20 0 0 80 0 Q4 1 3 27 0 1 3 47 0 
05 0 40 0 0 0 40 Q5 0 60 0 33 0 7 
Q6 0 80 0 0 0 20 Q6 0 67 0 20 0 1 3 
13 
College student (%age) 
Female n=47 1 2 3 4 5 6 Male n=35 1 2 3 4 5 6 
01 1 1 43 1 9 6 0 21 01 0 37 1 1 1 1 3 37 
02 1 3 4 60 6 1 3 4 ' 02 1 4 23 43 1 1 6 0 
a3 0 34 4 91 0 53 Q3 9 31 6 3 3 49, 
Q4 1 1 23 1 5 0 51 0 Q4 1 4 ' 2 9 1 1 0 43 3 
as 0 38 2 1 5 0 45 105 I 6 37 9 1 1 3. 34 
06 2 1 40 2 1 1 5 0 40 Q6 6 37 3, 1 4 1 1, 40 
I 
lnsur. n=62 1 2 3 4 5 6 No insur. n=18 1 2 3 4 5 6 
01 8 , 39 1 5 1 1 2 261 01 0 56 22 0 0 22 
a2 1 5 1 3 53, 5 1 1 21 02 1 1 1 1 50 1 7 6 6 
03 5 27 5 6 2 56 Q3 0 56 0 1 1 0 33 
Q4 1 5 261 1 0 0 48 2 Q4 6 22 22 0 50 0 
as 3 35 6 1 1 2 421 'as 0 44 6 1 1 0 39 
as . 2 39 5 1 5 0 40 Q6 0 44 0 1 1. 0 39 
I 
I 
I 
' 
I 
<5000 n=3 1 2 3 4 5 6 '20K-24999 n=11 1 2 3 4 51 6 
01 33 33 0 0 0 33 a1 9 64 9 0 0 1 8 
·02 0 0 33; 0 1 6 7 0 02 27 9 45 9 0 9 
03 0 33, 0 0 0 67 Q3 9 64 0 0 0 1 27 
Q4 0 0 33 0 67 0 Q4 0 36 0 0 64 0 
05 0 1 0 0 0 0 1 00 Q5 0 64 0 1 8 01 9 ' 
Q6 0 0 0 0 0 1 00 Q6 0 55 9 2 7, 0 9 
' 
I 
5K-9999 n=5 1 2 3 4 5 6 25K-34999 n=18 1 2 3 4 5 6 
01 20 20 0 0 0 60 a1 I 0 33 28 . 6 0 33 
02 20 0 80 0 0 0: 02 I 1 1 28 3 3 , 1 1 6 ' 1 1 
03 0 20 0 20 o' 60 Q3 0 28 1 1 6 0 56 
Q4 20 0 . 4 0' 0 40 0 Q4 6 33 1 7 0 39' 6 1 
05 0 40 0 0 0 60 Q5 0 33 1 1 6 0 50 ' 
Q6 0 40 0 20 0 40 Q6 0 33 6 6 0 56 
I I 
' 
I 
i I I 
1 OK-14999 n=4 1 2 3 4 5 61 35K-49999 n=18 1 2·' 3 4 5 61 
01 0 50 25' ol 0 25 01 0 33 1 7 6 0 1 i 
102 0 25 50 25 0 0 02 1 1. 1 1 39 6 6 0 
03 0 75 0 0 0 25 Q3 0 1 1 6 1 7 0 39 
Q4 25 25 0 0 50 0 Q4 1 7 22 0 0 33 0 
05 0 75 25 0 ' 0 0 Q5 6 28 0 1 1 6 22 
106 I . 0 0 0 50 Q6 ' 0 22 0 1 7 6 1 28 0 50 I 
: 
' 
I 
I : 
14 
15K-19999 n=8 1 
01 0 
Q2 25 
03 1 3 
Q4 0 
Q5 0 
Q6 25 
2 
50 
0 
1 3 
25 
1 3 
38 
' . 
3 4 
1 3 25 
63 0 
0 0 
1 3 0 
1 3 25 
0 0 
College student (%age) 
5 6 >50000 n=13 1 2 3 4 5 6 
0 1 3 01 0 46 23 8 0 23 
1 3 0 Q2 1 5 1 5 54 8 8 0 
0 75 Q3 0 1 5 8 23 0 54 
63 0 Q4 23 31 0 0 46 0 
0 50 Q5 8 38 0 1 5 8 31 
0 38 Q6 0 31 0 23 8 38 
15 
in the 14-24 age category and 3 in the 25-44 age group. Sixty-seven of the subjects has 
acheived a high school diploma, 15 subjects had college 2 years and 1 subject was in the 
college 4 or more category. Forty-seven of the subjects were females and the remaining 
35 were males; 81 of them were single. Sixty-two of the subjects had health insurance 
that would cover eye care and 18 of them did not. Once again the income levels varied, but 
most of the subject's families fell in the $20,000-49,000 bracket. 
The subjects in the college population introduction to psychology class, like the first 
year optometry students were also presented with slides of the six office buildings as a 
group. After reading each scenario question the subjects were presented with the six 
pictures of the office buildings in successive order, followed by a repeat for 
reinforcement. 
16 
RESULTS 
In discussion of our findings, we arbitrarily determined that an "n" of 10 In each 
subgroup was needed before any conclusion could be made. 
GENERAL PUBLIC 
What sort of office does the general public choose for contact lens service? 
Overall the general public chose office #2 for their contact lens services. When looking 
at age as a variable, the subjects between ages 25-64 chose office #2 (80-87%), while 
73% of age 14-24 also chose office #2, 18% of this age group also preferred office #1. 
Both the single and married people of our general public population preferred office #2 for 
their contact lens services (72% and 81% respectively). 
Looking at gender as a variable, it was found that 76% of the females chose office #2, while 
73% of the males also chose office #2. 
Eighty-three percent of the general public who had no eyecare insurance selected office 
#2, those who did have insurance also decided on office #2 (69%) for their contact lens 
care. 
As to education, of the high school level group, 45% chose office #2, while office #1 and 
#3 were equally picked with 18% each. Seventy-six percent of college 2 years chose office 
#2 while 84% of college 4 years +, chose office #2 for their contact lens service. 
The income levels had similar trends in their selection. Of the incomes between 
:i 
$10,000-14,999, 90% chose office #2; incomes of $20,000-24,999, chose office #2 
(55%), while 27% also considered office #1. At a higher income level of 
$25,000-34,999, 76% selected office #2 for contact lens services and lastly, those in the 
income bracket of $50,000 or greater, 79% of these subjects chose office #2. 
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What sort of office does the general public choose for a spectacle repair? 
The second scenario question dealt with a spectacle repair, of which the general public, 
overall ranged between offices (see charts that follow). Seventeen percent of the subjects 
chose office #1, 23% chose office #2, 28% chose office #3, and 15% chose office #5. 
The age group 14-24 equally at 27% chose office #1, #2, and #3 while office #5 was 
chosen by 18% of this age group. Thirty to thirty-three percent of the age group 25-44 
chose office #2 and #3 with 23% choslng office #5. The age group 45-64, had 33% 
choosing office #1 , 27% chosing office #5 and 20% chosing office #3 . 
. 
The single population preferred office #3 (33%) and the married group preferred office 
#5 (31 %). Marital status overall was widely distributed among offices #1 ,#2,#3, and 
#5. 
The females of the general population chose office #3 (30%), but 26% of this population 
chose office #2 and 20% chose office #5. The males on the other hand chose office #5 
(31 %) and 23% chose office #1 and #3 as well. 
Looking at insurance, those holding eyecare insurance chose office #2 (29%), office 
#3 (24%), and office #5 (2 .1%). With no insurance, 34% chose office #3 for a spectacle 
repair, while offices #1 and #5 were also considered by 21% and 28% respectively. 
For the high school education level, office #3 and #5 were chosen with 27% in each , 
while 18% chose office #6. When comparing college 2 years and college 4 years +, we 
found that 29% of college 2 years chose offices #1 and #5 equally at 19%. College 4 years 
or greater chose office #2 and #3 with 24% in each, while 19% chose office #5 and 16% 
chose office #1. 
Income levels between $10,000-14,999, 50% chose office #3 while 20% each chose 
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offices #1 and #5. At $20,000-24,999, 45% of the general public In this population 
chose office #2, with each at 18% choosing office #3 and #6 equally. At incomes of 
$25,000-34,999, it was found that 29% selected office #3, and equally 24% selected 
offices #1 and #5. At the highest income bracket $50,000 +, 36% chose office #5, and 
21% of the population equally chose office #2 and #3. 
What sort of office does the general public choose for a· red, swollen and 
itchy eye? 
When studying the overall response of the general public we found that they sought office 
#2 at 69%, for the care of a red, swollen and itchy eye. Of the age group ranging from 
14-64 years, 73% chose office #2. 
Gender had similar trends to the overall general public. Seventy-two percent of the 
females and 69% males chose office #2. 
Marital status also had similar trends. The single population chose office #2 (70%), 
and 71% of the married population also chose office #2. 
Those with insurance chose office #2 at 64% and those with no insurance selected office 
#2 with 79%. 
All educational levels selected offices #2 and #6. High school level chose office #2 
(45%), and 27% chose office #6. Of college 2 years, 62% selected office #2 while 24% 
also considered office #6. For college 4 years +, 78% chose office #2 compared to 24% 
selecting office #6. 
Looking at the income levels of the general public, it was found that office #2 was chosen 
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overall. Seventy perc~nt of the subjects in the income bracket of $1 0,000-14,999' chose 
office #2, and 20% chose office #6. In the $20,000-24,999 bracket, 70% of the 
population chose office #2 and 18% considered office #4. Incomes of $35,000-34,999, 
chose office #2 (71 %), and office #6 (18%). Finally, 79% of the income levels at 
$50,000 + selected office #2 while14% preferred office #6. 
What sort of office does the general public choose for a frame change? 
Overall, the general public's decision on frame update ranged between office #5, #2, and 
#1, respectivly 32%, 28%, 19%. The ages of 14-64, had selections like the overall 
general public. 
Thirty-five percent of the females chose office #2 and 28% chose office #5 for a new 
frame. The males selected office #5 at 35%, while 23% chose office #1 and 19% 
considered office #2. Although the males and singles chose offices #2 and #5 at slightly 
higher percents, their results were unevenly distributed. Thirty-seven percent of the 
single subjects chose office #5, 26% chose office #2, 19% chose office #1 and 15% for 
office #6. The married population chose office #2 (31 %), 29% selected office #5, 17% 
selected office #1 and 14% selected office #3. 
Thirty-one percent of those with eyecare Insurance chose office #5 while office #2 was 
considered at 29%. The subjects with no insurance chose office #1 and #5 equally at 34%, 
with 21% chasing office #2. · 
Education levels showed that the high school general public population chose office #5 
(45%), while 27% selected office #6. Thirty-eight percent of college 2 years chose office 
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#2, and 24% chose office #5. In the group of college 4 years +, we found that 27% selected 
office #5 with 19% selecting office #1 and #2. 
The income levels of $10,000-14,999 showed that 40% chose office #2. Thirty 
percent chose office #5 and 20% indicated office #6. At Incomes between 
$20,000-24,999, 45% selected office #5 while offices #1 and #2 were equally 
considered at 18%. At a higher income bracket of $25,000-34,999, 29% chose office #5. 
Twenty-four percent chose office #2, while 18% equally chose office #3 and #6. Lastly, 
for incomes of $50,000 +, office #2 was chosen at 36%, and 21% chose office #5. 
What sort of office does the general public choose for their child's visually 
related reading problem? 
When answering the scenario question that deals with a child having a visually related 
reading problem, 68% of the general public chose office #2, while 17% considered office 
#6. 
One hundred percent of the age group 14-24 chose office #2, while the ages of 24-64 
also chose office #2, but at a smaller percentage, which ranged between 67% to 70%. 
For gender, the males appeared to follow the overall trend of the general public, with 
62% chosing office #2, and 15% chosing office #6. Seventy-two percent of the females 
also chose office #2. 
The married population was representative of the overall general population; 60% 
selected office #2 and 17% chose office #6 for their child's reading problem. The single 
subjects chose the same offices #2 and #6 respectively at 78% and 15%. 
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Taking eyecare insurance into consideration, we found that 62% of those with eyecare 
insurance chose office #2 and 19% chose office #6. Those with no insurance selected office 
#2 (79%) and 1 0% selected office #6. 
The educational levels showed that 55% of those with a high school education chose office 
#2 while 27% chose office #6. Seventy-one percent of those subjects with two years of 
college selected office #2. At higher education levels, college 4 years +, 57% preferred 
office #2 and 16% considered office #6. 
Incomes between $10,000-14,999 chose office #2 at 80%, and the remaining 20% 
chose office #6. Eighty-two percent of those in the income bracket of $20,000-24,999, 
selected office #2. The incomes of $25,000-34,999 had 59% of their subjects chosing 
office #2, while 24% chose office #6. Those in the income bracket of $50,000 +, had 
64% selecting office #2, while 14% considered office #1. 
What sort of office does the general public chose for solving a decreased 
visual acuity problem? 
Overall, 65% of the general public chose office #2 for solving a visual acuity problem. 
Looking at_ the different ages, it was found that ages of 14-24 selected office #2 at 91%. 
Ages between 25-44 also selected office #2, but at 68%. Of the ages 45-64, 53% chose 
office #2, while 20% chose office #6. 
While 76% of the females chose office #2, only 46% of the males chose that same office. 
The males also considered offices #3 and #6 each with 15% equally. 
When comparing eyecare insurance, our results showed that 86% of those having no 
52 
I 
I 
eyecare insurance, and 52% of those with insurance chose office #2. Nineteen percent of 
those with insurance considered office #6 and 12% considered office #1. 
Comparing the education levels, 55% with a highschool education chose office #2 and 
18% chose office #6. Those who completed 2 years of college chose office #2 (71%), while 
84% with college 4 years+ chose office #2 for a decreased visual acuity problem. 
Incomes at $10,000-14,999 showed that 70% selected office #2 and 20% selected 
office #6. Fifty-five percent of those between $20,000-24,999 preferred office #2, 
. while a smaller percentage (18%) prefered office #1. 
Those with incomes of $25,000-34,999 showed that 65% selected office #2 and 18% 
selected office #6. Finally, at incomes of $50,000 +, 57% chose office #2 and 14% took 
office #1 and #6 into consideration equally. 
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COLLEGE STUDENTS 
What sort of office does the college student choose for contact lens 
services? 
In general, 41% of the college students chose office #2 and considered offices #3 and 
#6 at 16% and 27% respectively. 
Of these college students, 43% of the females selected office #2, while office #3 and 
#6 were again considered (19% and 21% respectively). The males In this population 
chose both office #2 and #6 equally at 37%. 
The college students with eyecare health Insurance had similar trends in their office 
selection when compared to the overall college students. The graphs showed that 39% of 
those with insurance preferred office #2, with ·offices #3 and #6 also chosen (15%, 
26% correspondingly). Those who had no health insurance covering eyecare selected 
office #2, outstandingly at 56% for contact lens services. Twenty-two percent of those 
with no eyecare insurance also chose offices #3 and #6 equally. 
Looking at the income levels of the college students polled, we found that 64% of those 
having incomes between $20,000-24,999, chose office #2, though 18% considered 
office #6 for contact lens service. The income levels of $25,000-34,999 showed that 
28-33% selected between offices #2, #3, and #6. Thirty-three percent of those in the 
Income bracket of $35,000-49,999 chose office #2, and 17% equally chose office #3 
and #6. In the higher income bracket, $50,000 +, 46% preferred office #2, with 
offices #3 and #6 chosen by half as many college students (23%} for contact lens care. 
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What sort of office does the college student choose for a spectacle repair? 
Overall, college students selected office #3 for repairing their spectacles. Sixty 
percent of the females from this population also selected office #3. The males chose office 
#3, but at a smaller percentage (43%) than the females. Twenty-three percent also 
considered office #2 for a spectacle repair. 
Whether these college students held eyecare insurance or not, made no difference in 
their selection of office for spectacle repairs. Fifty to fifty-three percent of the college 
students chose office #3. 
Forty-five percent of college students with incomes between of $20,000-24,999 
selected office #3, while office #1 was considered at 27%. The percentages of offices #2 
and #3 appeared significant when compared to the other offices for those with incomes of 
$25,000-34,999 (28% and 33% respectively). Thirty-nine percent of the college 
students with incomes between $35,000-49,9999, chose office #3, while those with 
incomes of $50,000 +, had 54% for office #3. 
What sort of office does the college student choose for the care of red, 
swollen and itchy eyes? 
Generally, college students, if presented with a red, swollen and itchy eye preferred 
office #6 (52%) and also considered office #2 (23%) for their services. Regardless of 
gender, 49-53% still selected office #6 while again, office #2 was chosen by 31-34% .. 
For eyecare insurance,, the trend fell with offices #2 and #6. It was found that 56% 
of those with insurance selected office #6, and 56% with no insurance preferred office 
#2. 
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Taking into consideration the Income (family) of these college students, our data 
showed that income levels between $20,000-24,999 chose office #2 (64%), while 
27% of the college students in this bracket chose office #6. The incomes between 
$25,000-34,999 showed the opposite trend compared to those making 
$20,000-24,999; a greater percentage (56%) chose office #6 when compared to 28% 
chosing office #2. Those in the income bracket of $35,000-49,999 selected office #6 
and 11-17% considered office #2 and #4. At incomes of $50,000 +, we found that 54% 
preferred office #6, while consideration was given to offices #4 (23%) and #2 (15%). 
What sort of office does the college student choose for a frame change? 
In general, 48% of the college students selected office #5 and 26% considered office 
#2. Both the females and males displayed similar trends in their selection. Fifty-one 
percent of the females and 43% of the males preferred office #5, while 23% females and 
29% males chose office #2. 
Forty-eight percent of those with eyecare insurance chose office #5, and 26% found 
office #2 to be acceptable. Almost equally, 50% of those with no insurance also chose 
office #5 and equally 22% chose offices #2 and #3. For the income level of 
$20,000-24,999, 64% of the college students selected office #5 and the remaining 36% 
selected office #2. The subjects with incomes of $25,000-34,999 chose offices #5 and 
#2 at 39% and 33% respectively. Those in the income bracket of $35,000-49,999 
preferred office #5 as well as, 22% chosing office #2. At the income levels of $50,000 
+, 46% sought office #5, while offices #2 and #1 was considered at 31% and 23%. 
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What sort of office does the college student choose for a child's visually 
related reading problem? 
When the college student was presented with the scenario question dealing with a child 
having a visually related reading problem, 40% chose pffice #6 and 38% chose office #2 
to solve this problem. Forty-five percent of the females within this population chose 
office #6 and 38% chose office #2. Thirty four to 37% of the males selected the same 
offices as the females, yet the majority chose office #2. 
It was found that 42% of those with eyecare insurance chose office #6 , while office 
#3 was chosen with 35% . Forty-four percent of the college students with no insurance 
selected office #2 for their child's visually related reading problem, while 39% chose 
office #5. 
The income levels in general were again quite similar in trends with offices #2 and #6 
being selected. For incomes $20,000-24,999, 64% selected office #2. Fifty percent of 
those in the income bracket of $25,000-34,999 selected office #6, but considered office 
#2 at 33%. At the income level of $35,000-49,999, it was found that 28% chose office 
#2 and closely, 22% chose office #6. Those in the income level of $50,000 +, found 
office #2 (38%) and office #6 (31 %} to be appropriate for their child's visually related 
reading problem. 
75 
College Student 05 
40 
35 
30 
25 
0/o 20 
15 
10 
5 
0 
office 1 2 3 4 5 6 
College Female 05 
45 
40 
35 
30 
0;{ 25 
0 20 
15 
10 
5 
0 
Office 1 2 3 4 5 6 
College Male 05 
40 
35 
30 
25 
0/o 20 
15 
1 0 
5 
0 
Office 1 2 3 4 5· 6 
76 
College Ins. 05 
45 
40 
35 
30 
o/c 25 
0 20 
15 
10 
5 
0 
Office 1 2 3 4 5 6 
College NO ins. 05 
50 
40 
30 
Ofo 
20 
1 0 
0 
Office 1 2 3 4 5 6 
College 20K-24999 05 
70 
60 
50 
40 
o;o 30 
20 
10 
0 
Office 1 ') t:.. 3 4 5 6 
77 
College 25K-34999 05 
50 
40 
30 
0/o 
20 
10 
0 
Office 1 2 3 4 5 6 
Coll.ege 35K-49999 05 
30 
25 
20 
0/o 15 
10 
5 
0 
Office 1 2 3 4 5 6 
College >50000 05 
40 
35 
30 
25 
0/o 20 
15 
10 
5 
0 
Office 1 2 3 4 5 6 
78 
What sort of office does the college student choose for a decreased visual 
acuity problem? 
Overall, the college students chose office #6 and #2 almost equally at 40% and 39% 
respectively. The females and males of this population demonstrated similar results; 
40% of the males selected office #6 while 37% chose office #2. The females equally 
decided on offices #2 and #6 with 40%. 
Those with eyecare insurance selected office #6 and office #2 (40% and 39% 
respectively). Forty-four percent of the population without insurance preferred office 
#2 while 39% also chose office #6. 
The office selections for income levels were among offices #2, #4 or #6. For 
subjects with incomes between $20,000-24,999, 55% sought office #2, while 27% 
considered office #4. Fifty-six percent of those in the income bracket of . 
$25,000-34,999 selected office #6 and office #2 at 33%. At Incomes of 
$35,000-49,999, we found that 28% chose office #6, 22% chose office #2 and 17% 
chose office #4. Incomes of $50,000 +, had 38% chasing office #6, 31% chasing office 
#2, and 23% chasing office #4. 
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OPTOMETRY STUDENTS 
What sort of office does the optometry student choose for contact lens 
services? 
Generally, 73% of all optometry students polled chose office #2, while 18% 
considered office #6. Looking at gender, we found that both females and males followed the 
same trends, both chasing office #2 at 73%, while 19% of the females and 18% of the 
males considered office #6 as a choice. Marital status also showed similar trends. 
Seventy-three percent of the single optometry students selected office # 2, and 16% 
selected office #6. The married optomenty students chose office #2 at 78%, and 19% chose 
office #6. 
Those having eyecare insurance preferred office #2 at 70%, while a smaller percentage 
(21 %} chose office #6. Seventy-seven percent of those with no insurance selected office 
#2 and 15% considered office #6. 
When comparing the income levels, it was found that 63% of those making $5000 or less, 
chose office #2, while offices #4 and #6 were equally considered at 19%. At incomes 
between $5000-9999, our results showed that 27% chose office #6, while 18% chose 
office #2. Those in the income bracket of $10,000-14,999 and $50,000 + chose office 
#2 almost equally at 90% and 87% respectively. 
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What sort of office does the optometry student choose for a spectacle repair? 
Overall, the choices made by the optometry students for a spectacle repair varied 
greatly between offices #5, #3 , #2, #6 and #1 with, 23%, 22%, 18%, 16% and 14% in 
each respectively. The females in this population chose office #3 at 35%, and considered 
offices #5, #2 and #6, (27%, 23% and 12% respectively) as well. 
The males, like the females, varied in their responses. Twenty-one percent of the males 
selected office #5 and the remaining followed with 18% chasing office #1, 16% chasing 
offices #2 and #6, 14% chasing office #3 and 11% chasing office #4. 
Looking at marital status as a variable, our results showed that 27% of the single 
optometry students selected office #3, 24% selected office #5, 13% selected office #2 and 
11% for office #1. The married subjects of this population preferred office #2 at 30%, 
and considered office #1 at 22%. Nineteen percent chose office #5 and 11% equally chose 
offices #3 and #6. 
Whether the optometry students had any eyecare insurance or not , our results showed 
similar choices. Those with eye care insurance chose office #5 at 26%, while 21% chose 
offices #6, #3 (19%), #2 (14%), and #1 (12%). Subjects with no eyecare insurance 
preferred office #3 (26%}. Twenty-three percent chose office #2, 21% chose office #5, 
while offices #1 and #6 were considered at 15% and 10% respectively. 
Family incomes of $5000 or less equally chose office #3 and #5 with 38%, while a 
small perceant (13%) considered office #2. Incomes between $5000-9999 chose offices 
#3 and #6 equally with · 27% in each and 18% equally chose offices #1 and #5. Those in 
the income bracket of $1 0,000-14,999 equally chose offices #2 and #3 with 30% and 
20% equally chose offices #5 and #6. At the highest income bracket of $50,000 +, 33% 
88 
1 st. yr. _opt 02 
25 
20 
15 
0/o 
10 
5 
0 
office 1 2 3 4 5 6 
OPT Female 02 
35 
30 
25 
Ofc 20 
0 1 5 
1 0 
5 
0 
Office 1 2 3 4 5 6 
OPT Male 02 
25 
20 
1 5 
0/o 
1 0 
5 
0 
Office 1 2 3 4 5 6 
89 
OPT Single 02 
30 
25 
20 
% 1 5 
1 0 
5 
0 
Office 1 2 3 4 5 6 
OPT Married 02 
30 
25 
20 
0/o 1 5 
1 0 
5 
0 
Office 1 2 3 4 5 6 
OPT Insurance 02 
30 
25 
20 
y 1 5 
1 0 
5 
0 
Office 1 2 3 4 5 6 
90 
OPT NO Ins. 02 
30 
25 
20 
0/o 1 5 
1 0 
5 
0 
office 1 2 3 4 5 6 
OPT <5000 02 
' 40 
35 
30 
25 
0/o 20 
1 5 
1 0 
5 
0 
Office 1 2 3 4 5 6 
OPT 5000-9999 02 
30 
25 
20 
0/o 1 5 ! 
1 0 
5 
0 
. I· ~-. . . . 
' .- ; '.· . . 
••• 
' . 
I • , . 
: :;.·::~--~(-.~ .... ·:~~--- . - ·;.:~:-~.j·_~l' ;·~!-.;1' 
Office 1 2 3 4 5 6 
91 
OPT 10K-14999 02 
30 
25 
20 
0/o 1 5 
1 0 
5 
0 
1 2 3 4 5 6 
Office 
OPT >50000 02 
35 
30 
25 
Ofc 20 
0 1 5 
1 0 --
5 
0 
1 ·2 3 4 5 6 
Office 
92 
selected office #5, while offices #2 and #3 were chosen equally at 20%. Though at a lower 
percent (13%), this group of students also considered offices #1 and #4 equally. 
What sort of office does the optometry student choose for the care of red, 
swollen and itchy eyes? 
Overall, the optometry students chose office #2 (67%) and 23% considered office #6 
for solving this scenario question. The females and males of this population had similar 
choices. Eighty-one percent of the females chose office #2, while 19% considered office 
.#6. Sixty-one percent of the males chose office #2 and 25% chose office #6. 
Marital status also displayed similar trends. Sixty-seven percent of the single 
I 
optometry students chose office #2 and 22% chose office #6. Of the married, 70% selected 
office #2 and 22% considered office #6. 
When income levels were compared, our results showed that 69% of those having 
incomes of $5000 or less, selected office #2, while office #6 was selected at 19%. At 
incomes levels between $5000-9999, 73% chose office #2 and 27% chose office #6. 
Again, the trends were similar with incomes between $10,000-14,999. Sixty percent 
chose office #2 and 40% chose #6. Incomes of $50,000 +, basically chose office #2 at 
87%. 
What sort of office does the optometry student choose for a frame change? 
Optometry students overall were found to select office #2 at 40% while 34% chose office 
#5 for a frame change. Looking at gender as an influencial factor, 46% of the females chose 
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office #2 and 35% chose office #5. The males selected the same offices, with 38% chasing 
office #2 and 32% selecting office #5. 
The single subjects, chose office #2 (42%) and 31% chose office #5. The married 
subjects also chose office #2 at 37% while 33% chose office #5. 
Comparing the data of those with eyecare insurance and those without, it was found that 
offices #2 and #5 were equally selected by 33% of the optometry students with eyecare 
health insurance. Forty-nine percent of the students with no insurance selected office #2 
while 36% selected office #5. 
Looking at the income of $5000 or less, 50% of them chose office #2 and 38% chose 
office #5. Those with incomes between $5000-9999, chose both offices #2 and #5 with 
36% of the students in each. Offices #2 and #5 were selected by those in the income 
bracket of $10,000-14,999 by 60% and 20% respectively. At the income of $50,000 or 
greater, 47% chose office #5, 27% chose office #2, and offices #1 and #4 were almost 
equally considered by 13% of this population. 
What sort of office does the optometry student choose for their child's 
visually related reading problem? 
Generally, 57% of the optometry students chose office #2 for solving this scenario 
question. Twenty-nine percent chose office #6, and 13% chose office #4 . Separating the 
optometry students by gender, we found that 54% of the females preferred office #2 while 
35% chose office #6. The males also selected office #2 (55%) and office #6 (25%), as 
well as considering office #4 (16%). 
The single and married students had similar choices; 50% of the singles sought office 
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#2, 29% chose office #6 and 13% chose office #4. A slightly higher percentage of the 
married students (59%} chose office #2, while 26% chose office #6 and 11% chose office 
#4. 
Fifty-one percent of those with eyecare insurance chose office #2 , 28% chose office #6 
and 16% chose office #4. Those with no eyecare insurance had the same preferences; 59% 
selected office #2, 23% selected office #6 and 10% selected office #4. 
Optometry students having h1comes of $5000 or less, had 56% chose office #2 and 25% 
chasing office #6. Office #4 was also considered as a choice by 19% in this income bracket. 
Incomes between $5000-9999, were found to be more clear cut, 64% decided on office #2 
and secondly 36% for office #6. Seventy percent of those having family incomes of 
$10,000-14,999 chose office #2 while 30% and 10% chose offices #6 and #4 
respectively. At the highest income bracket of $50,000 or greater, 60% decided that office 
#2 was suitable, while a lower percent (33%} considered office #4. 
What sort of office does the optometry student choose for solving a decreased 
visual acuity problem? 
The optometry students overall chose office #2 for solving a decreased visual acuity 
problem. 19% chose office #6 and 12% chose office #4. The females and males followed 
the same trends. The females chose office #2 (54%}, 27% selected office #6 and 12% 
chose office #4. The males also chose office #2 (54%} and office #6 and #4 at 18% and 
13% respectively. 
Comparing the marital status, it was found that the single optometry students chose office 
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#2 (53%), and an equal 16% chose offices #6 and #4. The married subjects of this 
population chose office #2 (59%) and 22% selected office #6. 
Looking at eyecare insurance, there were 51% of with eyecare Insurance who selected 
office #2, and 26% and 14% who selected offices #6 and #4 respectively. Those with no 
insurance chose office #2 at a higher percentage (59%), while 18% took into consideration 
office #6 1 0% equally considered offices #1 and #4. At incomes of $5000 or less, It was 
found that office #2 was chosen by 25% of optometry students, while office #4 and #6 was 
considered equally by 31%. Those with Incomes between $5000-9999 were again set on 
office #2 (55%) but apparently felt that offices #6 and #1 were also suitable at 27% and 
18% respectively. Comparing the higher income levels, those within $10,000-14,999 
preferred office #2 (70%), '20% chose office #4, and 13% considered office #6. At 
incomes of $50,000 +, 67% preferred office #2, while 20% chose office #4 and 13% 
considered office #6 for solving this scenerio. 
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DISCUSSION 
What sort of office do people choose for contact lens services? 
Through our study, it was found that overall, . general public population selected office 
#2 for their contact lens services. When studying the different variables, it showed that 
age, educational level and income bracket influenced the choice. Ages 14-24 and those with 
incomes between $20,000-24,99 also considered office #1, while those having only a high 
school education had decided on office #1 and additionally office #3 for their contact lens 
services. It appeared that the younger population, those with their highest educational level 
being high school, and those in the income bracket of $20,000-24,999 were less 
discriminating in their choice of office. 
In general, the college students chose offices #2 with office #3 and #6 also considered 
for contact lens services. It appeared that the only factors which did have an effect on their 
choice of office were males in the income bracket of $20,000-24,999. Although these 
males chose office #2 and #6, there was no significant consideration given to office #3. 
The optometry students who sought contact lens services basically chose offices #2 and 
#6, both settings representing clinical services. The only variable that had any bearing on 
their choice was income levels. Although office #2 was chosen, it was evident that those who 
had lower incomes were less selective in their choice, since offices #4 and #6 were equally 
considered. As income levels increased, office #2 was preferred for contact lens services. 
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What sort of office do people choose for a spectacle repair? 
The overall general public selected four offices for their care. The initial choice was 
office #3, followed by offices #2, #1 and #5. Though these offices were chosen , the 
percentages, were low, none was outstanding. There were no consistant trends found with 
age, gender, marital status, insurance, education level or income. This showed that for a 
spectacle repair, the general public's office preference varied. 
The college students as a whole chose office #3 and were consistant in their choice as 
compared to the general public. The males in the income bracket of $25,000-34,999 chose 
office #2 in addition to office #3. Those with incomes between$20,000-24,999 gave 
consideration to office #1. Since office #3 emphasized the sale of eyewear, this may 
explain the college students selecting office #3 for a spectacle repair. 
Like the general public, the optometry students had varied choices between offices #5, 
#3, #2, #6 and #1. There were no apparent trends when studying the different variables, 
therefore, we can conclude from our results that the first year optometry student's choices 
were independant of the variables and were less selective toward one office. 
What sort of office do people choose for a red, swollen and itchy eye? 
The general public overall chose office #2 for a red, swollen and itchy eye. Education 
level appeared to have influenced the general public's choice. It was found that the response 
for office #2 was greater for higher educational levels. The general public also considered 
offices #4 and #6 along with office #2 for their care. 
The college students commonly chose office #6 with a smaller percentage chosing office 
#2. It is evident that both of these offices are representive of clinical services. Though the 
incomes between $20,000-24,999 and those with no insurance chose offices #2 and #6, a 
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greater percentage selected office #2. The other variable that deviated from the trend was 
Incomes of $50,000 +. A percentage of these people selected office #4 over office #2. It 
appears that the majority of college students chose offices which represented clinical 
services (offices #6 and #2), for a red, swollen and itchy eye. 
When studying the results of the optometry students, it was found that they were 
discriminative in their choices. Both offices (#2 and #6) representing clinical services 
were selected. No variables appeared to have influenced their choice of office for a red, 
swollen and itchy eye, though it was apparent that the majority of the subjects in the income 
bracket of $50,000 or greater, outstandingly selected office #2. 
What sort of office do people choose for a frame update? 
Overall, the general public chose offices #5, #2 and #1 for a frame update. When 
studying each of the variables, #2 and #5 were the choices with the highest percents. 
Although our results showed that office #6 was considered, the percent was not of a 
significant value when compared to the most preferred choices. 
The college students overall chose offices #5 and #2. The only variables which seemed to 
have been influencial were no eyecare insurance and incomes of $50,000 +. Those with no 
insurance did chose offices #5 and #2 like the overall trend of the college students, but 
selected office #3 equally to office #2. A small percentage of those with incomes of 
$50,000 + selected offices #1, #5 and #2. 
The optometry students selected offices #2 and #5 for a frame update. The only variable 
that appeared to influence their choice was the income level of $50,000 +, in which office 
#5 was chosen at a higher percent than office #2. Although this was a frame update, our 
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results showed that the optometry students preferred an office that represented clinical 
services, as opposed to the office that emphasized the sale of eyewear. 
What sort of office do people choose for their child's visually related reading 
problem? 
The general public population, no matter what the variables, chose office #2 , and 
10-27% also chose office #6. The general public that strictly chose office #2 
outstandingly were females between the ages of 14-64 who had two years of college and were 
in the income bracket of $20,000-24,999. 
The college student population gave equal consideration to offices #6 and #2. The 
variables which appeared to influence their choice were eyecare insurance in which their 
selection varied from office #2, #3, #5 and #6 with all close percentages. Also, the 
college students with incomes between $20,000-24,999 appeared significant, for they 
outstandingly chose office #2. The males with incomes between $35,000-50,000 +, chose 
offices #6 and #2 like the overall college students. It was found that a slightly higher 
percentage preferred office #2 over office #6. Therefore, in summary, college students 
overall chose office #2 and #6 for their child's visual problem. Both of these offices were 
representative of clinical settings. 
Looking at the results of the optometry students, it was evident that the offices #2 , #6 
and #4, which represented clinical services, were the overall choices for their child's 
visual problem. The females having incomes between $5000-9999 basically chose offices 
#2 and #6, whereas those optometry students having incomes of $50,000 + selected offices 
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#2 and #4. Again, the offices representing clinical services were considered by optometry 
students for a child's visually related reading problem. 
What sort of office do people choose for a visual acuity problem? 
Overall, the general public overall sought office #2 for a visual acuity problem. Looking 
at the ages, they all selected office #2, although the older the population, the less 
discriminative they became in their choice of office. It was also found that the higher the 
education levels, the more definite their choice. The remaining variables showed no 
significant trends besides the fact that the majority chose an office representative of clinical 
services (office #2). 
The college students chose offices #6 and #2 almost equally. The only variable that 
appeared to have influenced their choice was the income level between $20,000-24,999. 
Although these college students selected offices #2 and #4, generally all preferred an office 
representing clinical srvices. 
The optometry students overall chose offices #2, #6 and #4 for an acuity problem. 
Again, offices portraying clinical services were chosen. The only variable that seemed to 
have influenced their choice in office was income level. At incomes between 
$10,000-50,000 + offices #2, #4, and #6 was chosen respecively. Those in the income 
bracket of $5000 or less, selected offices #4 and #6 equally as well as office #2. Though 
their selections differed in order from the overall optometry students, the percentages of 
these students selecting those offices were very close, therefore it is difficult to determine 
if income level is a significant factor in choosing an office for a visual acuity problem. 
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Conclusion: 
1. The outer appearance of an optometric office is a major factor in attracting patients. 
2. The nature of professional services needed will determine the office that one chooses. 
For example, those needing services pertaining to contact lenses, an inflammed eye, visual 
acuity problem, or services for a visually-related reading difficulty preferred an 
optometric office that portrayed clinical services. Those needing services for a spectacle 
repair or a new frame update had no particular preferences. Both types of optometric 
offices, those portraying clinical services and the office emphasizing the sale of 
eyewear were chosen. 
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